TIME 




Fig - 6 



CUSTOMER PURCHASE CYCLE 



Buying Cycle 


Awareness 


Consideration 

-h 


Preference 


Mindset 


, Preoccupied 


Thinking 


Deciding , 



Buying 



tit t 

Opportunity Own Know : Influence Satisfy 

t 

Opportunity 

Fig -2 



INFORMATION 




L 



Customer 
V > 




INFORMATION 

EXCHANGE (CIX) 


o 


r \ 

Client 



-(^Grcle of Influence^)^- 



VALUE / MARKETING 



Fig -3 



0 

m 
m 

3 

m 

a 
ni 
a 

O 
HI 



Company 1 




Company 2 












\ 











Company 3 




Company 4 



Customer 
Profile 



Customer 
Preferred 
for Contact 



Company Develops 
Marketing Strategy 
Driven by Consumer 
Preference 




Communication 
to Customer 



— v — 
Fig -4 





.2) 



